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Economy: A Conversation With
Marvin Zonis
The Planner speaks with Marvin Zonis, an inter
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Help Older Clients and Enhance
Your Practice with ElderCare/
PrimePlus: A Practitioner
Explains His Success
By Mitchell Freedman, CPA/PFS
How have I evolved from a CPA financial planner with a niche practice primarily serving
individuals and businesses in the performing and creative arts into an ElderCare/PrimePlus
Services provider? Here's the quick version. Six years ago, I began volunteer service on the
AICPA/CICA ElderCare Task Force as the PFP Liaison. At the outset I intended to be a giver of
PFP advice and counsel to this new task force. After about a year of service to the task force,
I realized that I had taken as much, if not more, advice and counsel than I had given. While
I hadn't intended to provide services to the mature market, I saw an opportunity that was
directly related to my firm's expertise and infrastructure, and I grabbed at it.
I began providing asset management and financial planning services to affluent individuals
about to enter into, and those already in retirement. They were individuals who generally wanted
to make plans to help ensure that they would not outlive their assets or persons who had inherited
assets, such as IRAs, 401 (k)s, qualified retirement plan assets, and personal investments and they
needed help with the management of the assets as well as protection from financial predators
who might try to separate them from their inheritances with scams.

These clients invariably have come through the door of my registered investment adviser firm,
MFAC Financial Advisors, Inc. What services do we provide? Generally, before we even begin
the process of developing our asset allocation and investment recommendations, we provide
comprehensive financial services geared towards the following:

1. Evaluating whether clients are making wise budgetary decisions and helping tweak those
decisions if needed;

2. Reviewing sources of revenues and recommending how to meet cash flow needs; and
3. Making certain that client estate plans and related documents are in order and consistent
with their goals and desires.
While those services are traditional PFP and advisory work, I began to add additional value,
by introducing these clients to my accounting practice, Mitchell Freedman Accountancy
Corporation. My elderly clients had many of the same needs as my entertainment industry
clients. Many were financially unsophisticated, they lacked financial discipline, and they had mis
conceptions regarding expectations for their investments. They also needed, had the financial
resources to afford, and were willing to pay for other services that would make their lives easier.
And, most importantly, they trusted me as a source for sound, reliable, unbiased financial advice.
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All of these clients have become tax clients,
requiring both tax planning and compliance
work. Some of them wanted family office
services, outsourcing the "business side" of
their personal lives to us. But, in my opinion,
we added some of the greatest value by
providing financial consulting and personal
management type services. We have been
involved in all aspects of our clients' purchases
and sales of personal residences. We have
handled all the paperwork and complications
related to residential financing and refinancing
for these clients; we have handled the negoti
ation and paper work for clients obtaining new
vehicles. And, what we really like is that our
elderly clients generally pay our bills by return
mail and frequently include a handwritten
thank you note.
Another area of assistance to our clients
involves analyzing the cost versus the bene
fits of various housing and care alternatives.
Typically these assignments come from exist
ing clients who are the adult children of
parents who must decide on various assisted
living or other housing options. Often it is the
adult child who will foot the bill or be the
liaison to speak to the elderly parents to aid
them in making a decision.
I perform these services because my clients
need them; but, the real payoff is gaining addi
tional multigenerational clients. Often while I'm
providing these needed services to my aged
clients and gaining their confidence, I also
have dealings with their adult children.

So how do we attract these clients? I have
found that the Internet and my firms' Web site
have been the most prolific sources for these
referrals. I have made it a strategic profes
sional initiative to frequently go out of my way
to be a media source on financial, tax, and
eldercare issues, and have undertaken speak
ing engagements all over the United States
and Canada on the subject. As the affluent
elderly are surprisingly computer literate, they
will perform Web searches to find what they
hope to be reliable advisers. Because my
name shows up in numerous articles that are
posted on the Internet, and further searches
by prospects drive them to the combined Web
site of my two firms (www.mfac-bizmgt.com),
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prospects come looking for me rather than me
looking forthem.

Your physical location isn't an impediment to
providing services for the elderly. For exam
ple, one of my clients, a widow who had a
portfolio of around $2 million, lived in Florida
when she became a client. Her son, who
found me, lives in the Los Angeles area where
I am located. Another widow with a similarly
sized portfolio lives in the Los Angeles area,
but her son lives in Northern California.
Nevertheless, he is the one who found me.
If you are a CPA financial planner, financial
adviser, or both I recommend that you look to
extend your client reach to the elderly who
desperately need your services. If you are as
fortunate as I have been you will be glad
that you entered the arena of ElderCare/
PrimePlus services. ●

Risk Management and Insurance Planning:
Why CPA Planners Need to Know More

By Ken Dodson, CPA/ PFS

Risk management and insurance planning
services are among the least understood
service areas for most CPA financial planners.
According to a recent AICPA survey, less than
one-third of CPAs providing insurance and risk
management services actually broker insur
ance products. CPAs attribute their disinterest
in implementing insurance products to a
lack of fee-based or fee-only insurance prod
ucts. Most CPAs prefer to send their clients
to an outside insurance broker to acquire
insurance products.
From the client's perspective, paying a
consulting fee to the CPA planner to do the
analysis and then a full commission to an
insurance broker for "taking an application"
is expensive—but sometimes necessary to
obtain a higher level of objectivity. My expe
rience, however, is that most clients prefer to
pay only once (whether it's a commission or
a fee) and want the adviser to recommend
the best insurance products. CPA planners
should strive to control the overall cost of the
risk management element of the plan. To do
this, CPA planners need a complete under
standing of the product alternatives and an
opinion on which product is best suited for
their client. This level of understanding is
difficult to achieve when the CPA planner has
developed a practice focused on planning and
investments and prefers to take a "hands off"
approach to insurance implementation.
In response to clients' fears of recent market
volatility, insurance companies are developing
products that guarantee a minimum annual
return and promise to protect the client's
initial principal investment. The demand for
these products will continue to increase as
our population ages and our clients are no
longer able to tolerate market downturns

that erode their retirement nest egg. We
as financial advisers need to understand
these new products to help our clients make
sound decisions.

Becoming a knowledgeable expert in the area
of risk management will not be an easy task
for most CPA planners. Some of the stumbling
blocks are:
— Insurance contracts are complicated
financial instruments and are sometimes
very difficult to compare on an "apples to
apples" basis.

— There is a perception that brokering
insurance negatively affects the overall
image and perceived independence of
the CPA planner.

KEN A. DODSON,
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is a member of the PFP Executive
Committee and the PFP New
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Dodson Financial Advisors, Inc. in
Columbus, Ohio.

— Ethical issues surround being able to "dial
in" the amount of compensation the broker
can be paid.
— Insurance companies differ in their
underwriting, pricing, and overall
policy performance.

— CPAs often lack experience in how to best
present a case to underwriters.
— Uncertainty exists about whether "noload" contracts are priced to perform
better than load policies (some are;
some are not).

— Overall structure of the planning firm and
how risk management services are
offered within the firm.
The January 2004 PFP Technical Conference
is an excellent way to stay current with the
most recent risk management techniques and
products coming to market, talk with product
vendors and attend CPE sessions dealing with
risk management. The conference, in Las
Vegas, will also present a case study that will
address (among other issues) risk manage
ment strategies and products. ●
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Lessons Learned at the 2003
ElderCare/PrimePlus Services
Conference
By Debra Wright, CPA

Practitioners at this year's annual
ElderCare/PrimePlus Services Conference,
held September 22-23 in Phoenix, Arizona,
found sessions to expand the scope of their
expertise, with sessions for practitioners who
already knew the basics and were interested
in learning innovative ideas to help improve
and expand their ElderCare/PrimePlus prac
tices. Following are just a few highlights and
"lessons learned" by participants as expert
speakers simplified the complex issues affect
ing advanced age clients.
Housing Options. This session offered unbi
ased perspectives on assisted care facilities,
in-home care, group homes, long-term care
facilities, and other options. Participants
learned the differences among the various
choices, including how to judge their costs,
and how to best pay for them. For example,
do you know who pays the bill for an assisted
living residence? The fact is that, generally,
residents or their families pay the cost of
care from their own financial resources.
Depending on the nature of an individual's
health insurance program or long-term care
insurance policy, costs may be reimbursed.
Assisted living facilities generally provide
housing, group meals, personal care and
support services, and social activities in a
residential setting. Some health care may be
provided. Costs may be $1,000 to $3,000 a
month or more. And, interestingly enough,
with the cost of the assisted living facilities
and the full range of amenities provided to the
residents, these amenities do not generally
include services related to the residents'
"personal finances." For practitioners
looking to expand their services to include
ElderCare/PrimePlus Services, knowledge of

PFP PLANNER — November/December 2003

assisted living facilities can provide a real
opportunity that can result in a "win-win"
relationship for the assisted living residents
and the practitioner as well.
For more information on housing options, you
can visit the America Association of Homes
and Services for the Aging (AAHSA) at
www. aahsa. org/public/consumer.htm.

Long-Term Care Insurance (LTC). The confer
ence had several informative sessions that
discussed and clarified many issues relating
to long-term care insurance. Many people
think that when they need long-term care,
Medicare will provide it. Practitioners learned
that, in general, Medicare does not cover
long-term care. One speaker stressed the
need to approach the long-term care insur
ance issue from the standpoint that someone
is currently self-insuring; and asking if there is
a need to "re-insure" the value of what today
can exceed $50,000 per year.
Do you know some of the key questions to
ask to initially determine if your client should
investigate LTC insurance? Some simple
questions to ask your clients: (1) Are you
over 50? (2) Can you qualify for long-term
care insurance? and (3) Can you afford the
premiums? Practitioners learned that if their
clients answer yes to these questions, they
probably need to consult an ElderCare/LongTerm Care insurance specialist if they have
not already done so. Also, after learning that
premiums are "cheaper" the younger you
start, with the "sweet spot" being mid-to-late
50's, I heard several practitioners say ... "I
need to check into LTC insurance for myself!"

For more information on expanding your
practice to include ElderCare/PrimePlus
Services visit www.aicpa.org/assurance/
eldercare/index.htm. ●

AICPA conference

January 5-7,2004

Pre-conference Workshops: January 4,2004
Mandalay Bay Resort & Casino | Las Vegas, NV

If you attended last year’s conference, you already
know this is an event not to be missed. This year’s
program is designed to expand your knowledge

in three critical areas: personal financial planning

expertise, practice management and innovative
personal financial planning strategies. CPAs who

offer their clients personal financial planning services
or wish to add this growing service to their practice

have much to gain by attending this conference.

Over three days, you’ll gain insights into your

personal financial planning practice — estate
planning, financial planning, risk management,
tax and investments.

All of this and more awaits you; and at the day’s
end, what better backdrop than the Mandalay Bay

Resort & Casino in Las Vegas? Facilities include
exquisitely-furnished rooms, a deluxe spa and

salon, international cuisine, spectacular
entertainment and a shark reef.

Conference Keynotes:
John C. Bogle is the founder of The
Vanguard Group, Inc. and president of
the Bogle Financial Markets Research
Center. The Vanguard Group is one of the
two largest mutual fund organizations in the world
and is comprised of more than 100 mutual funds with
current assets totaling about $530 billion. Mr. Bogie’s
presentation is sponsored by the AICPA PFP
Membership Section.

George F. Will’s newspaper column has
been syndicated by The Washington Post
since 1974. Today, it appears twice
weekly in almost 500 newspapers in the
United States and Europe. In 1976, he became a
regular contributing editor of Newsweek magazine
and in 1977, he won a Pulitzer Prize for commentary
in his newspaper columns. In 1981, Mr. Will became
a founding panel member on ABC television’s
This Week.

www.cpa2biz.com/conferences
888.777.7077
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HELDS OF STUDY:

CS-CONSULTING SERVICES M-MANAGEMENT SK-SPECIAL1ZED KNOWLEDGE T-TAX

SUNDAY, JANUARY 4 VENDOR SESSIONS/RECEPTION
10:00 AM-5:00 PM
Registration & Message Center Open
11.-00 AM-12:25 PM
Concurrent Sessions (Select One)
101 Reading Between the Lines “Using Tax Data and Technology to Uncover
the Financial Needs of Your Clients” M
102 Growing Your Business Through Liability Management SK
103 What is Premium Financing? SK
1:30 PM-2:55 PM
Concurrent Sessions (Select One)
104 Learn How to Add Financial Planning and Money Management Services
to Your CPA Practice; From a CPA’s Perspective M
105 Adding Value to Your Practice: Save Your Clients Money on Their Next Mortgage Loan
106 Long-Term Care Basics and Selling SK
3:00 PM-4:25 PM
Concurrent Sessions (Select One)
107 Building Your Practice by Solving the Problems Facing Your High Net Worth and High Income Clients M
108 Life Insurance Valuation and Life Settlements SK
109 Inside Section 529 Plans T
Welcome Reception
6:00 PM-7:30 PM
Sponsored by The Corben Institute, Coventry First, Standard & Poor’s and the AICPA PFP Membership Section

MONDAY, JANUARY 5
7:00 AM -5:45 PM
7:00 AM-8:00 AM
8:00 AM-8:10 AM

MAIN CONFERENCE — DAY ONE
Registration & Message Center Open
Continental Breakfast and Vendor Display
Welcome and Overview
Irv Rothenberg, CPA/PFS, Conference Chair

8:10 AM - 9:45 AM
9:45 AM-10:30 AM
10:30 AM -11:50 AM
Investments
Case Study
Financial Planning
Risk Management
Investments
11:50 AM-1:00 PM
1:00 PM-2:00 PM

General Session
1 An Open Discussion on Financial Planning and the Future of the Industry SK
Refreshment Break and Vendor Display
Concurrent Sessions (Select One)
2 412(i) Plans: Fully Insured Defined Benefit Plans T
3 Introduction to the Case Study SK
4 Planning for Sudden Unplanned Events — Helping Your Clients Face New Realities SK
5 Long Term Care Insurance Planning —After the Dust Settles SK (Repeated in Session #28)
6 What You Should Know About Brokers So That You Can Keep Your Clients From Becoming Their Victims SK
Lunch
7 Serving the Client in the New Era of Financial Markets SK
John C. Bogle, Founder, The Vanguard Group and President, Bogle Financial Markets Research Center
Sponsored by the AICPA PFP Membership Section

2:00 PM-3:30 PM
Case Study
Case Study
New Services/Managing
Your Existing Practice
Financial Planning
Tax Related
3:30 PM-4:15 PM
4:15 PM-5:45 PM
Case Study
Investments
New Services/Managing

Financial Planning
Risk Management
5:45 PM-7:15 PM

Concurrent Sessions (Select One)
8 Tax, Estate and Investment Planning T
9 Retirement, Risk Management and Financial Independence T
10 Fee vs. Commissions: Business and Ethical Perspectives M (Repeated in Session #24)

11 Financial Planning for the Divorcing Client SK
12 2004: A Retirement Planning Odyssey T (Repeated in Session #25)
Refreshment Break and Vendor Display
Concurrent Sessions (Select One)
13 A Wrap-Up of the Case Study SK
14 Demystifying the World of Hedge Funds SK (Repeated in Session #23)
15 The New Retirementality: Planning Your Life and
Living Your Dreams... at Any Age You Want SK (Repeated in Session #19)
16 Private Foundations, Supporting Organizations and Community Foundations SK
17 The Growing Health Insurance Coverage Dilemma SK (Repeated in session #22)
Reception
Reception and Vendor Display co-sponsored by The Corben Institute and Coventry First
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MAIN CONFERENCE — DAY TWO

TUESDAY, JANUARY 6
7:00 AM-5:15 PM

Registration & Message Center Open

7:00 AM - 8:00 AM

Continental Breakfast and Vendor Display

7:00 AM - 7:50 AM

Breakfast Roundtable
201 Disaster Recovery Guide and the Fiduciary Handbook: How to Get
Local Business Press Coverage and Brand Your Accounting Firm M

8:00 AM - 9:30 AM

18 Public Affairs, Public Policy, and American Society SK

9:30 AM - 10:30 AM

Refreshment Break and Vendor Display

10:30 AM-12:10 PM
New Services/Managing
Your Existing Practice
Estate Planning
Financial Planning
Risk Management
Investments

Concurrent Sessions (Select One)
19 The New Retirementality: Planning Your Life
and Living Your Dreams...at Any Age You Want SK (Repeat of Session #15)
20 5 Top Ideas in Innovative Estate Planning T (Repeated in Session #26)
21 How Advisors Add Value in a Highly Competitive Environment M (Repeated in Session #33)
22 The Growing Health Insurance Coverage Dilemma SK (Repeat of Session #17)
23 Demystifying the World of Hedge Funds SK (Repeat of Session #14)

12:10 PM-1:30 PM

Luncheon With Speaker
L1 AICPA Initiatives SK

1:30 PM-3:10 PM
New Services/Managing
Your Existing Practice
Tax Related
Estate Planning
Investments
Risk Management

Concurrent Sessions (Select One)
24 Fee vs. Commissions: Business and Ethical Perspectives M

25
26
27
28

3:10 PM-4:00 PM

Refreshment Break and Vendor Display

4:00 PM-5:15 PM

General Session
29 Why Good Advisors Often Give Bad Advice — How To Monitor
The Only Balance Sheet That Really Matters To Your Clients M

WEDNESDAY, JANUARY 7

(Repeat of Session #10)

2004: A Retirement Planning Odyssey T (Repeat of Session#12)
5 Top Ideas in Innovative Estate Planning T (Repeat of Session #20)
Controlling Portfolio Risk with Non-Traditional Investments SK
Long Term Care Insurance Planning — After the Dust Settles SK (Repeat of Session #5)

MAIN CONFERENCE — DAY THREE

7:00 AM-11:15 AM

Registration & Message Center Open

7:00 AM - 8:00 AM

Continental Breakfast and Vendor Display

7:00 AM - 7:50 AM

Breakfast Roundtable
202 Are You Serving Your Elderly Clients? M

8:00 AM - 9:30 AM

General Session
30 Getting to the Future: The Ten Principal Drivers of the Global Economy SK

9:30 AM - 9:45 AM

Refreshment Break and Vendor Display

9:45 AM-11:15 AM
New Services/Managing
Your Existing Practice
Estate Planning
Financial Planning
Tax Related
Tax Related

Concurrent Sessions (Select One)
31 Realizing the Opportunity 2004: The Essential Strategies for Successfully Incorporating Investment and
Insurance Services into Your Accounting Practice M
32 A CPA’s Role in the Review of Trusts T
33 How Advisors Add Value in a Highly Competitive Environment M (Repeat of Session #21)
34 Current Individual Income Tax Developments T
35 Executive Compensation Planning T

11:15 AM

Conference Adjourns

Register by 12/5 and SAVE $50
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4 WAYS TO REGISTER FAST:
MAIL: Complete and mail the form along with your source code to:

ONLINE*: www.cpa2biz.com/conferences
PHONE*: 1-888-777-7077 or 1-201-938-3000
• FAX*: 1 -800-870-6611 or 1 -201-938-3108
*Credit card registration only (American Express,® Discover,® Diners Club® MasterCard® or VISA®)

CONFERENCE FEES
MAIN CONFERENCE

Please circle appropriate rate.
AICPA Member

Nonmember

PFP Section Member/
PFS Designees

M02 Early Bird Registration —

$795

$895

$1,095

$845

$945

$1,145

$75

$75

by 12/5/03 and save $50

M01 Regular Registration
GUEST FEE
G01 Guest Fee

$75
(includes 2 receptions and breakfast on Monday)

Name of Guest __________________________________________________________
Group discounts are available. For more information, email groupsales@cpa2biz.com.
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Please select one for each time period to reserve your seat.

SUNDAY, JANUARY 4

Concurrent Sessions

11:00 am -12:25 pm
1:30 pm - 2:55 pm
3:00 pm-4:25 pm

□ 101
□ 104
□ 107

□ 103
□ 106
□ 109

□ 102
□ 105
□ 108

MONDAY, JANUARY 5

Concurrent Sessions

10:30 am -11:50 am
2:00 pm - 3:30 pm
4:15 pm - 5:45 pm

□ 2
□ 8
□ 13

□ 3
□ 9
□ 14

TUESDAY, JANUARY 6

Concurrent Sessions

7:00 am - 7:50 am
10:30 am - 12:10 pm
1:30 pm - 3:10 pm

□ 201
□ 19
□ 24

□ 20
□ 25

WEDNESDAY, JANUARY 7

Concurrent Sessions

7:00 am-7:50 am
9:45 am-11:15 am

□ 202
□ 31

PAYMENT INFORMATION

□ 32

□ 4
□ 10
□ 15

□ 5
□ 11
□ 16

□ 6
□ 12
□ 17

□ 21
□ 26

□ 22
□ 27

□ 23
□ 28

□ 33

□ 34

□ 35

Full payment must accompany registration form.

My check for $payable to AICPA is enclosed. OR
Please bill my credit card for $.

□ American Express®

□ Diners Club®

□ Discover®

□ MasterCard®

□ VISA®

EXP. DATE

CARD NO.

RECOMMENDED CPE
20 credits for the main conference
5 bonus credits for FREE Vendor Sessions on Sunday
This conference was prepared in accordance with the Joint AICPA/NASBA Statement
on Standards for Continuing Professional Education effective on January 1,2002. The
recommended CPE Credits are in accordance with these standards; however, your
individual state board is the final authority.

CONFERENCE FEE
Registration fees are determined by current membership status in the AICPA and the
PFP/PFS. Please indicate member numbers on the registration form to obtain the
correct discount. Fee for conference includes all sessions, conference materials,
continental breakfasts, refreshment breaks, luncheons, and two receptions. The
additional $75 Spouse/Guest Fee includes two receptions and spouse breakfast on
Monday. Registrations for groups of 10 or more individuals per firm or organization
may qualify for additional discounts, please email groupsales@cpa2biz.com for
more information. Please note: there is no smoking during the conference sessions.
Suggested attire: business casual.

Prices are subject to change without notice.

Program Code: PFP04

CANCELLATION POLICY
Full refunds will be issued if written cancellation requests are received prior to 12/15/03.
Refunds, less a $100 administrative fee, will be issued on written requests received
before 12/29/03. Due to financial obligations incurred by AICPA, no refunds will be
issued on cancellation requests after 12/29/03.
For further information, call AICPA Member Satisfaction Team at
(888) 777-7077 or send e-mail to service@cpa2biz.com.

HOTEL INFORMATION
Contact the hotel directly to obtain their policy on reservations, deposits and cancellations.
Rooms will be assigned on a space-available basis only. To receive our special group
rate, mention that you will be attending the 2004 AICPA Personal Financial Planning

Technical Conference.
Mandalay Bay Resort & Casino
3950 Las Vegas Blvd. South
Las Vegas, NV 89119

Phone: (877) 632-7800
Room Rate: $185 single/double

Hotel Reservation Cutoff Date: December 5,2003

SIGNATURE

MEMBERSHIP INFORMATION
AICPA Member?

GROUND TRANSPORTATION

□ Yes □ No___________________________________________
Membership No. (Required for Discount Rates)

PFP/PFS Member? □ Yes □ No___________________________________________
Membership No. (Required for Discount Rates)

NICKNAME FOR BADGE

In accordance with the Americans with Disabilities Act, do you have any special needs?

REGISTRATION INFORMATION
Please photocopy this form for additional registrants.

FIRST NAME

Parking

$4.50 per person/one way
10-15 minutes approx.

Self parking is complimentary
Valet parking is $5.00 a day

restrictions may apply.
American Airlines
US Airways
Delta Airlines
United Airlines

(If yes, you will be contacted.)

LAST NAME

Shuttle Services

$12.00 one way
10 minutes approx.

The AICPA has a special arrangement with Carlson Wagonlit Travel — The Leaders
Group to assist you with your travel arrangements. This travel agency may be reached
at 1-800-345-5540. If you prefer to make your own travel plans, be sure to mention
the participating airline’s reference number (listed below) to take advantage of deeply
discounted “Zone Fares” that do not require a $aturday night stay over. Some

EMAIL ADDRESS

□ No

(rates are approximate and subject to change)

Taxi Service

AIRLINE INFORMATION

BUSINESS TELEPHONE

TITLE

□ Yes

AICPA Conference Registration
PC Box 2210
Jersey City, NJ 07303-2210

MI

1-800-433-1790
1-877-874-7687
1-800-241-6760
1-800-521-4041

Index # 9375
Gold File #77112636
File#190955A
Meeting ID #511GT

CAR RENTAL
Hertz Car Rental — AICPA Member Discounts: Call 1-800-654-2240 Ref. Code CV
#021H0008 Airline and car rental discounts are available only when you or your travel

FIRM NAME OR AFFILIATION

STREET ADDRESS

SUITE

PO BOX

CITY

STATE

ZIP

agent book through the 1 -800 number. We strongly advise you to confirm your conference
registration and hotel reservation prior to making your travel plans. The AICPA is not
liable for any penalties incurred if you cancel/change your airline reservations.

Rates are subject to availability.
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Don’t miss the opportunity to present and sell your organization’s services and products
to thousands of CPAs and financial professionals at the AICPA conference. For detailed
information on conference exhibit and sponsorship opportunities, please call 201-938-3054
or send your e-mail to exhibit@aicpa.org.

And the PFP Competency Model
Winner Is ....
By Beth Kaestner, AICPA
Technical Manager, Personal
Financial Planning

profile that is for 5 years in PFP and
more than 10 years in tax practice.

BK: Did you suggest to anyone else
that they might want to use the Tool?

BK: What insights did the Tool give

AD: I haven't been to any meetings

In an effort to find out how members
in the Personal Financial Planning
Section are using the AICPA
Competency Self-Assessment Tool,
the Personal Financial Planning
Division sponsored a PFP
Competency Model contest. The
contest ran from July 31 to August
29, 2003, and required PFP Section
members to explain how they used
the tool in professional development
for themselves and/or for use in
developing their staff.

you in the various categories (that is,
Leadership, Personal, Broad Business
Perspective, and Technical)?

since using the Tool. I plan on
attending our Tax Update meeting
in November and that's when I
planned on letting others know
about the AICPA's Competency
Self-Assessment Tool.

The winner of the contest is Anne
Dalzell, CPA, a sole practitioner in
Cleveland, Ohio. She was chosen
based on how she used the PFP
Competency Model within her prac
tice, as well as the benefits she
derived from using the PFP model.
She has won a complimentary pass
to the 2004 AICPA's Advanced
Investment Management Conference
in New Orleans.

AD: When I did the self-assessment,
I selected the advanced level of profi
ciency because that's where I want
to be.
Based on that, I was able to identify
my strengths and areas for develop
ment based on my analysis. I know
that I need further development in the
Leadership competencies, especially
in the "Negotiating," "Persuading,"
and "Leading Change" areas along
with "Insight in Judgment" from the
Personal Attributes competencies.

While I feel competent in the Broad
Business Perspective area, I noticed
some areas I could learn more about
and "Administrative Issues" from the
Functional Specialty category.

BK: How did you select learning
activities (courses, books, other) to
include in your learning plan?

Dalzell agreed to share her thoughts
and experiences in using the PFP
Competency Model with the Planner.

AD: I haven't gotten that far yet and

BK: What prompted you to

BK: Did you have anyone else

need to think about it.

use the AICPA Competency
Self-Assessment Tool?

(such as a mentor) complete the
assessment on you?

AD: I have been interested in obtain

AD: Not yet, but I think it's a good

ing the PFS designation; therefore, I
felt a first step would be to use the
PFP Competency Model to see my
areas of strengths and areas for
development.

BK: What position profile did
you select?

AD: I used the "No Default" position
profile, however, I plan to go back
and select the Sole Practitioner

idea and I plan on doing that.

BK: Did you show anyone your
gap analysis?
AD: Not yet, since I just went
through the Tool only once. Since I
am a sole practitioner, I plan on going
to a peer who also has her own
practice (separate from accounting)
to obtain feedback.

Personal

BK: Anything else you would like
to add?

AD: I recommend using the AICPA's
Competency Self-Assessment Tool
more than once. One time just simply
isn't enough. Also, I advise printing
out the Gap Analysis Report and ask
ing someone else to review the
analysis in order to get feedback.
I felt like I was just getting started in
using the Tool so I'm not finished. But
the Tool should be used on an ongo
ing basis. My next step will be using
the Tool in developing my learning
plan to become advanced and profi
cient which will help in growing my
PFP practice successfully and in
servicing my clients.

I think the one of the most impor
tant messages is that using the
Competency Self-Assessment Tool
is an ongoing process. There are
so many facets, many of which
can be used multiple times for the
best result.

To find out how well you have
mastered the core competencies
needed in the marketplace go to
www.aicpa.org/cat. CAT is easy
to use and available to AICPA mem
bers at no charge. ●
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Understanding the New Global
Economy: A Conversation With
Marvin Zonis
Because of technology, we now live
and work within a single, global,
economy. The effects of technology
and globalization have only just
begun to touch the ways we con
duct our businesses. These changes
will affect the investment world,
choices of customers, suppliers
and other work partners, and, likely,
just about every business decision
that planners make. Here are some
thoughts from Marvin Zonis, an
internationally known political econo
mist, who will be a keynote speaker
at the PFP Technical Conference in
January 2004.

Planner: You stress that decision
makers must understand how pro
foundly technology, specifically the
Internet, has transformed the global
economy. How has the Internet
transformed the world of commerce?

Zonis: The Internet has only just
begun to transform the world's
economy, completely changing the
face of global commerce. It does
three things.
First, it facilitates communication
across vast distances, which makes
workable the globalization of busi
ness in the first place.
The second thing it does it is that it
lets vast numbers of new companies
enter into international commerce in
a way that simply has never been
known in the past.

Third, the Web continues to shift
power from sellers to buyers, by pro
viding access to information. In the
past, sellers had the power since
they always knew more than the
buyers. In the new business model,
power is shifted to buyers. What
happens to prices when power shifts
to buyers? They plummet.
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Planner: How will this affect
American businesses?

Zonis: One effect will be a significant
shift towards outsourcing. All func
tions that firms do not have as their
core competencies will be out
sourced. Supply chain management,
purchasing, recruiting, employee
leasing, what do companies know
about that? All these things are
going to transform. The structure
of firms will change—and benefit—
because of the massively lower
transaction costs.

Planner: What has this meant so far
for the globalization of business?
Zonis: Globalization is really about
the movement of goods, services,
people, and money across borders
with the result that standards are
becoming increasingly similar across
countries. But they are only just
becoming similar. Decision makers
need to remember that important
local differences remain.This is the
basis of my new book, The Kimchi
Matters: Global Business and Local
Politics in a Crisis Driven World. The
argument is that, unless businesses
understand local politics and local
realities, they will not be able to
assess country prospects for
political stability and economic
growth and will make less useful
investment decisions.

Here are some statistics on globaliza
tion statistics that demonstrate the
speed of the cross border process. In
1970, there were 7,000 companies in
the world that operated in a country
in addition to the one in which they
were registered. By 1998 there were
54,000 such companies. Here's
another one: In 1970, $21 billion of
capital flowed into emerging markets.
Two years ago, it was $227 billion.

And a third fact: In 1950, there was
$311 billion worth of world trade. In
1998, there was $5.4 trillion!

Planner: You've also said that
globalization is a disruptive force.
What do you mean?

Zonis: While globalization enriches
countries that participate in world
trade, and, contrary to its critics, is
a solution rather than a problem, it
nevertheless disrupts economies,
diminishes national sovereignty,
disrupts existing ideologies and
belief systems, and creates new
power groups.
This is not the first time that global
ization has disrupted economies.
Students of history might reflect on
the 1920s. That was the last time
when barriers to international busi
ness were disappearing as fast as
they are in today's Internet-driven
world. The results weren't pretty.
Governments and businesses helped
cause the worldwide Depression,
creating massive upheavals that led
to a nationalistic backlash against
globalization and helped create the
environment that produced World
War II. Now, I'm not predicting
another depression. Neither am I
suggesting that another world war is
in the offing. I'm actually optimistic
that the drive for free trade will
ultimately distribute economic
benefits more widely and increase
personal freedoms around the world.
But the history of the '20s and the
interruptions to globalization in the
'30s is still worth noting because
so many people seem to have
forgotten that globalization is inher
ently destabilizing.
Globalization also disrupts national
sovereignty. In the new global econ
omy, countries can't do what they

Continued from page 6

want to do any more. They have to do what
they need to do in order to get businesses
to move to their territory, or they won't have
the jobs.

Planner: What do you mean by your statements
that globalization changes culture and the way
we live?
Globalization changes every way of living we
know about. It means bringing in new ideas—
especially American popular culture—adopted
first by the young, against established cultural
patterns. As a result, there's a huge resistance
to globalization, which contributes to a "sense
making crisis" in each new country it touches.
The conventional expectations of the way the
world works are upset by American or other
foreign ideas. Young people are likely to adopt
the new, "foreign" ideas. They change the
most. But the loss of a "sensible" world gener
ates alienation, anomie, rootlessness, and
boredom among those who resist the change.
The responses can be violence, alcohol and
drugs, crime, divorce, even suicide. Or, these
cultural crises can lead to political stability
and revolution.
Despite the social costs, few countries actual
ly try to wall themselves off from globalization.
Most political leaders seem willing to tolerate
some decline of cultural vitality and political
stability. Remarkably, hostility to Americani
zation has, in general, actually decreased.
Nowhere is this truer than in Latin American,
where the fear of "Yankee imperialism" has
diminished—witness the dramatically greater
commitment to free trade.

Planner: Earlier, you mentioned that
globalization creates new power groups.
What do you mean?

Zonis: There has been a staggering increase in
the number of non-governmental organizations
(NGOs), from 985 in 1956 to 200,000 in 1998.
These NGOs can put massive pressures on
countries and on companies to adhere to
their agendas.
Some of these NGOs are antiglobalization
groups, who, through sophisticated use of the
Internet, are forming alliances across national
boundaries to organize protests against policies
of certain companies or governments. Other
NGOs, such as the International Chamber of
Commerce, work to counter those broad, anti
business protests. But the opponents of global
business have also begun a guerrilla public-rela
tions war, choosing to target operations of spe
cific companies with attacks that can hit their
stock prices. Nike and Reebok, for instance,
find themselves on the defensive concerning
sweatshop labor. Monsanto has to defend itself
against charges that it is making food dangerous
through genetic engineering.
NGOs will continue to batter companies to get
them to "protect" the environment, adopt "fair"
labor practices, and hire local people. NGOs
have become powerful arbiters of reputation
at a time when any company wanting to do
business globally absolutely must have a
strong brand.

They have a lot of leverage. It's a fascinating
phenomenon, because, remember, the NGOs are
self-appointed, usually not democratic, and they
are not accountable to anyone. Yet they have
tremendous amounts of influence.
Still, as NGOs spur the backlash to globalization,
governments will follow. Thus, we can expect
legislation against companies believed to be
despoilers of the environment or exploiters of
labor in emerging markets. ●

Marvin Zonis,

PhD is

a Professor at the Graduate School of
Business at the University of Chicago.

He also heads Marvin Zonis +
Associates, a political risk consulting
firm in Chicago, and is a co-founder

and Chairman of DSD, a software
development company based in
Moscow and Chicago. He is also a

member of the U.S. Comptroller
General's Board of Advisers. Zonis was

educated at Yale University, the
Harvard Business School, and the

Massachusetts Institute of Technology.
His writings have been widely pub

lished, including in The Financial Times,

The New York Times, The International

Herald Tribune, Chief Executive
Magazine, and the Boston Globe. He is
the author of four books. Zonis has
appeared on numerous television news
programs, including "Nightline" and

CNN's "Larry King Live."
Zonis will be a keynote speaker at the

January PFP Technical Conference in
Las Vegas. To register, or for more
information about the conference,
please call 1-888-777-7077 or visit

AICPA Council Votes to Retain
PFS Credential
At its fall 2003 meeting, the AICPA governing
Council approved a resolution submitted by
the AICPA Board of Directors recommending
that the Institute retain its Personal Financial
Specialist (PFS) credential as well as its
two other specialty credentials, Certified
Information Technology Professional (CITP),

www.cpa2biz.com/conferences and

scroll down to the 2004 AICPA PFP

and Accredited in Business Valuation (ABV).
It also voted to provide financial support for
the three credentials, the underlying disci
plines, and the membership sections. The
vote followed six months of exploring whether
to keep the specialties inside the AICPA.

Technical Conference.
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Now! Online
CPE Grading
AICPA members who take the
Institute's self-study courses can get
real-time exam results with online
grading. You can also print out your
own CPE certificates of completion.
Online grading is available for AICPA
text, video-, and DVD-based self
study courses.

Go to www.aicpa.org/cpe/cpe
grading/ to get started. You will need:
• The examination questions located
within your AICPA Self-Study
course manual
• The course code number found on
page 1 of the examination
• The unique serial number printed
on page 1 of your Self-Study
Examination Answer Sheet
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As part of its approval, Council affirmed
an increased investment by the AICPA
in the overall Personal Financial Planning,
Information Technology and Business
Valuation/Forensic & Litigation Services
specialty practice areas, focusing on building
the bodies of knowledge and disciplines that
serve as the foundation to the specialty
credentials and the related membership sec
tions. For Personal Financial Planning, Council
followed the Board's funding recommenda
tions of $4.6 million in excess of revenues
through 2006.
Council also agreed with the Board's determi
nation that retention strategies should not
include a national branding campaign
because of the costs and effort required to
achieve that level of recognition. Instead, the
AICPA will develop marketing tools to help
credential holders promote the designations
in their local markets.
In addition, Council concurred with the
Board's recommendation that the three cre
dentials must break even as well as achieve a
minimum number of credential holders by a

certain date. The PFS credential must break
even by July 31, 2006, and reach 3,600
members. Currently, the PFS designation has
3,188 holders.
The National Accreditation Commission
(NAC) will coordinate its activities with
the executive committees of each underlying
discipline to achieve an integrated approach
that will help members succeed in their
specialty areas.

The AICPA will develop a variety of resources,
including toolkits, advanced training, and spe
cialized newsletters, to help credential-holding
practitioners deliver services to their clients
and employers.

A series of town hall teleconferences for
current credential holders and section mem
bers is scheduled for November 2003. The
purpose of these town halls is to discuss the
Council resolution as well as the path to
achieve the elements of the resolution.
Look for more information in your next
Planner issue. ●
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